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Make the Right Pricing Decisions to Maximise Profits
Tuesday 30th — Wednesday 31st January 2007, Renaissance Prague Hotel, Prague, Czech Republic

Speaker listing:

Alexandra Gruber, Global Marketing Manager,
Baxter Vaccines AG, Germany

Michael Cann, Head of Sales and Commercial
Strategy, Actavis, UK

William Haddad, Clairman/CEO, Biogenerics,
Inc, USA

Peter Ballard, Managing Director, Genus
Pharamceuticals, UK

Luis Gonzalez Vaqué, Advisor, European
Commission, Belgium

Jorge Mestre-Ferrandiz, Senior Economist,
Office of Health Economics, UK

Graham Dukes, Advisor on Drug Policy Studies,
University of Oslo, Norway

Livio Garattini, Director, Centre for Health
Economics, CESAV Mario Negri Institute for
Pharmacological Research, Italy

Sabine Vogler, Head of Health Economics,
Gesundheit Osterreich GmbH - OBIG, Austria
Brian Lovatt, Consultanz, Vision Healthcare
Constancy, UK

Martina Garau, £Zconomist, The Office of Health
Economics, UK

Chris Thornham, Pazent and Pharmaceuticals
Group, SJ Berwin LLP, UK

Ros Kazakov, Executive Director, Association of
Bulgarian Pharmaceutical Manufacturers
(ABPhM), Bulgaria

Programme Highlights:

Consider effective launch pricing strategies to maximise
profits

Hear updates from successful markets: The Big Five plus
special focus on Central and Eastern Europe

Discover how to claim reimbursement before patent expiry
Understand how authorized generics affect the generics
industry

Implement good competition strategies for optimised
pricing of generic medicines

Understand the impact of patent expiry on the generics
industry

Plus, don’t miss:

Post-Conference Workshop:
Thursday 1st February, Renaissance Prague Hotel

Set the right price for generic products to maximise profits

Pricing and Reimbursement Environment
for Generics to Optimise Profit

PrICESpective
PRICING STRATEGY CONSULTANTS
Workshop leaders: Donald Macarthur, Senior Consultant and
Keiron Sparrowhawk, Partner, PriceSpective Limited

Media Partners

World Generic Markets

Exsential busingss intelligence on the worldwide generic drugs sector

Generic
Markets

Analysis

To Register Please Tel: +44(0) 20 7017 7481

Web: www.informa-Is.com/genpricing
Fax: +44 (0) 20 7017 7823 Email: registrations@informa-Ils.com Please quote CQ2131




European Pricing and Reimbursement for Generi

Conference Day One: Tuesday 30th January 2007 I

Proven Pricing Strategies and Effective Reimbursement Schemes for Generic Products
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Coffee and Registration 14.00

Opening remarks from the Chair

Overview of pricing in the generics field

Pricing and reimbursement policies for generic medicines differ

from country to country and are re-assessed every year. This

presentation will review the changing field of pricing and

reimbursement in Europe from a historic to a current context.

Brian Lovatt, Consultant, Vision Healthcare Consultancy Ltd,

UK 14.40

Pricing of generics medicines in Europe

*  Where does the European generic pricing field lie at the
moment?

*  Current pricing and reimbursement strategies for generics

e What can we expect in the short and long-term basis in pricing
of generics?

Speaker to be confirmed

For more details please visit www.informa-Is.com/genpricing

Understanding the influence of portfolio management and

patent expiry on pricing policies

*  What is the impact of portfolio management on pricing from the
originator vs. Generics industry point of view

*  What is the impact of patent expiry on pricing from the
originator vs. Generics industry point of view

* Key tactics in portfolio management and patent expiry

e Future outlook: how will pricing issue change in future?

Alexandra C. Gruber, Global Marketing Manager, Baxter

Vaccines AG

15.20

15.40

Morning Tea

Patent considerations in Europe for generic products: Launch
pricing

This presentation provides an overview of patent issues affecting
generic launch and pricing, including:

e Patent and regulatory hurdles for generics

Clearing the way and interim injunctions

The market dynamics when a product goes off-patent
Developments in generic launch & price strategies

Brand strategies, including “authorized generics”

Chris Thornham, Patent and Pharmaceuticals Group, SJ Berwin
LLP, UK

16.20

Reimbursement applications before patent expiry

* How long before patent expiry can reimbursement application
be made?

*  Which countries accept reimbursement applications prior to
patent expiry?

e What is the future of reimbursement applications?

Dr Graham Dukes, Advisor on Drug Policy Studies, University of

Oslo, Norway

CASE STUDY: Authorized generics and the impact

on the generics industry

¢ Compare the prices of generic drugs that had
competition from authorized versions with those
that did not and the impact this has on pricing

e Find out about current US and EU cases in the spotlight

e Hear about the impact of authorized generics on the generics
industry

William Haddad, Chairman/CEO, Biogenerics, Inc, USA

Establishing good competition strategies for optimised pricing of

generic medicines

Competition in the generic drugs market continues to intensify as

the industry adjusts to increased pressures to contain healthcare

costs. Generic manufacturers in Europe are also experiencing

downward price pressures due to high competition and some

hampering regulations by governments.

* Key considerations before establishing a good competition
strategy for your generic product

e What strategies have been used and what their advantages and
disadvantages?

e Cases of effective competition strategies for generic medicines

Emma Gutiérrez de Mesa, Scientific Officer, Institute For

Prospective Technological Studies European Commission

Research Centre, Spain (1bc)

Afternoon Coffee

CASE STUDY: How to maximise reimbursement for

generic products in Europe through effective pricing

strategies

The UK is the most advanced generics market in the world

with pricing pressure from competition, government and retail
pharmacy consolidation. The recent changes to the reimbursement
mechanism have driven the need for the most commercially effective
management of pricing reimbursement, product and channel strategy.
This presentation will provide specific pricing strategies for products
which include off patents, relaunches, and cost leadership strategies
providing valuable lessons learned and elements which may be
applicable to other parts of Europe, as their generics markets develop.
Michael Cann, Head of Sales and Commercial Strategy, Actavis, UK

The Future of the generics market

The European generic marketplace is very complicated and currently
manufacturers of generic drugs are presented with unprecedented
opportunities as large numbers of brand name products lose their
patent protection. However, as innovator companies struggle at the
discovery stage and R&D productivity gradually falls, a very
realistic outcome is that the generics industry runs out of products to
sell. This issue and more will be addressed in this presentation.
Peter Ballard, Managing Director, Genus Pharamceuticals, UK

17.00 Closing remarks from the Chair

Lunch 17.05 Close of Day One
Conference Day Two: Wednesday 31st January 2007 I
Pricing Models and Systems — A Country by Country Breakdown
Coffee and Registration 09.50 Italy
e Current pricing policies in Italy and the impact on the European
Opening remarks from the Chair generic industry
e Reimbursement processes and timelines for generic medicines
Spain ¢ Reference pricing and pharmacists incentive schemes
e The new Medicines Act — setting the scene Livio Garattini, Director, Centre for Health Economics, CESAV
e The new reference price system in Spain and generic policies at Mario Negri Institute for Pharmacological Research, Italy
national level
e Regional pharmaceutical policies — encouragement of generic 10.30 Morning Tea

products?
*  Future developments for the generic market in Spain
Jorge Mestre-Ferrandiz, Senior Economist, Office of Health
Economics, UK

To Register

Please Tel: +44(0) 20 7017 7481

Email: registrations@informa-Ils.com

Due to unforeseen circumstances, the programme may change and Informa reserves the
right to alter the venue and/or speakers
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Fax: +44 (0) 20 7017 7823
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Medicines 30th - 31st January 2007, Renaissance Prague Hotel

11.00 Central and Eastern Europe 1440 Germany
* Role of generics in Central and Eastern Europe (CEE) The high medicine prices in Germany assist the entry of generic
* Policies on pricing and reimbursement with a special focus on medicines. In this presentation hear:
generics in the new Member States in CEE ¢ Current pricing policies in Germany on generic products
* Reference pricing and generics promotion in the CEE compared e Price restriction rules and how they affect the generics industry
to the “old” Member States . ¢ Reimbursement schemes for generic products
Sabine Vogler, Head of Health Economics, Gesundheit Osterreich Gisbert W. Selke, Wissenschaftlichen Instituts der AOK (WidO),
GmbH - OBIG, Austria Germany
11.40 Pricing and reimbursement strategies in CEE 15.20 Afternoon Coffee
* Between strategy and socio-political change
e Cost containment strategies and their effect on the generics 1540 UK
industry e Updates for the W and M schemes
e Pricing and reimbursement strategies for generics in the CEE ¢ Demand side incentives and generic prescribing in the UK
Ros Kazakov, Executive Director, Association of Bulgarian e Arrangements in the distribution market for generics
Pharmaceutical Manufacturers, ABPhM, Bulgaria ¢ Future developments in the UK
Martina Garau, Economist, The Office of Health Economics, UK
12.20 Lunch
16.20 France
14.00 Generics pricing and reimbursement: How to comply with the ¢ Pricing for generic medicines in France
EU legislation e Reimbursement procedures and timelines for generic medicines
An evolving European pricing and reimbursement climate makes it ¢ Future considerations for pricing and reimbursement of generics
difficult to know what current pricing and reimbursement schemes Francois Meyer, Director of Pricing Evaluations, AFFSSAPS
apply to which country. In this presentation hear about Europe wide (invited)
reference pricing and current views on how generic products are
reimbursed. Find out about the potential harmonisation process 17.00 Closing remarks from the Chair
from the European Commission and decide for yourself if this is an
achievable goal. 17.05 Close of Conference

Luis Gonzalez Vaqué, Advisor, European Commission

Post-Conference Workshop Thursday 1st February 2007 I

Pricing and Reimbursement Environment for Generics to Optimise Profit

Workshop leaders: Donald Macarthur, Senior Consultant and Keiron Sparrowhawk, Partmer, PriceSpective Limited PRI CESP eCtlve

Registration at 9.00am for an 9.30am start, the workshop will finish no later

than 3.30pm. Refreshments and documentation will be provided.

Setting the right price for generic products is critical when companies
want to maximise profits in a highly competitive market.
Understanding the pricing and reimbursement environments for
generics across Europe to optimise profit:

e Facts and figures on generics: a European overview

PRICING STRATEGY CONSULTANTS

How generics can gain access to reimbursement in EU countries
Pricing strategies for market penetration

Factors hindering/favouring generic use

Key roles of distribution and trade margins

R&D manufacturers’ defenses

Working with the enemy: Pre-patent expiry collaborative strategies
Recent case studies with blockbuster molecules in major markets
Lessons from the US

Parallel trade and generics

European Pricing and Reimbursement for Generic Medicines

Make the Right Pricing Decisions to Maximise Profits

30 — 31 January 2007, Renaissance Prague Hotel, Prague, Czech Republic
www.informa-Is.com/genpricing

The ability of the generic medicines industry to deliver competitive
prices can only be achieved through establishing sustainable effective
pricing and reimbursement strategies. To help you achieve this aim

Informa Life Sciences proudly present their first ever ‘European Pricing

and Reimbursement for Generic Medicines’ conference.

This event deals with current issues affecting the European generics

industry and is the first event of its kind solely dedicated to this market.

Detailed knowledge of pricing and reimbursement strategies from
industry leaders and country by country breakdown of policies and
practices will be discussed.

products in Europe through effective pricing strategies

Learn about the challenges faced by the generics industry

Establish a good competition strategy for optimised pricing of your
generic medicines

Gain an understanding of authorized generics and understand their
impact on pricing in the generics industry

Implement effective reimbursement applications before patent
expiry of new drugs

Don’t miss the latest updates on pricing and reimbursement policies
from the Big Five and the CEE, US and Canada

SPONSORSHIP AND EXHIBITIONS OPPORTUNITIES
This event produces unrivalled opportunity to access, network and
conduct business with key decision-makers. We can offer your

WHY SHOULD I ATTEND THIS MEETING?

Find out about current pricing and reimbursement strategies for

generics company the right promotional package to reach this targeted industry
* Hear the latest on guidelines on pricing from the European iEnE.

Commission
e Get up to speed on patent expiry and its impact on the generics For details of Sponsorship and Exhibition packages

market please contact: Kirianne Hanlon, Tel: +44 (0) 207 017 7129

* Consider the challenges of launch pricing and be the first on the market
e Hear case studies on how to maximise reimbursement for generic

or email: kirianne.hanlon @informa.com

To Register
Please Tel: +44(0) 20 7017 7481
Email: registrations@informa-Ils.com

Fax: +44 (0) 20 7017 7823

Web: www.informa-Is.com/genpricing Please quote CQ2131
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30-31 January 2007, Renaissance Prague Hotel, Prague, Czech Republic Conference Code: CQ2131C

Workshop: Pricing and Reimbursement Environment for Generics to Optimise Profit \Workshop Code: CQ2131W
1st February 2007, Renaissance Prague Hotel, Prague, Czech Republic

www.informa-Is.com/genpricing

TR/KG/MO/CC/DH

6 Easy ways to Register

+44(0) 20 7017 7481 @ The Bookings Department

Informa UK Ltd
+44 (0) 20 7017 7823 P O Box 406
Byfleet

KT14 6WL

]
gﬁ registrations@informa-ls.com

www.informa-Is.com/genpricing

Group Bookings: To take advantage of group bookings
pleases€ontact Simon Lau, Tel: +44(0)20 7017 7465
email simon.lau@informa.com

Your VIP number is on the address label. If there is no label, please quote

Are we mailing you correctly? To update your contact details on

our database please email integrity@informa.com

Event selection Code Date Book before Save Book between Save Book after Save
20 October 2006 20 Oct & 22 Dec 2006 22 December 2006
(] Conference €Q2131C 30-31 Jan 07 £1,199.00 + VAT@ 19% = | ~g200 £1,299.00 + VAT @ 19% = £100 £1,399.00 + VAT@ 19% = | g9
£1426.81 £1545.81 £1664.81
(1 Conference & Workshop Q2131w 30 Jan-1Feb 07 | £1,898.00 + VAT @ 19% = | «£300 £1,998.00 + VAT @ 19% = £00 £2,098.00 + VAT @ 19% = | “£100
£2258.62 £2371.62 £2496.62
DELEGATE DETAILS — Please photocopy form for multiple bookings! PAYMENT INFORMATION

(Mr/Mrs/Ms/Miss/Dr) Name L.l | |

Family

Forename L1 [ | [ | [ | [ | [ | ||

E-mail L L L b

Tell L L L Ll

R 7 I ) A A o

o) Y I O Y Y

T e = Y Y

ANY SPECIAI TEQUITEMEINTS? ...ttt

To assist us with future correspondence, please supply the following details:

Head of Department: [ L L L [ [ [ L [ Lt bbbttt

E-mail L L L bbb

Tell L L L bl

Booking Contact: L LI L [ [ | L [ [ [ |||

E-mail L L L bbb

Tell L L Ll

Name of Company L L L L [ [ [ | [ ||

Department L L L | [ | [ [ L [ | [

Address Ll L L L L L L@l 1]

(] Sy oy

Postcode | | | 1 1 | | [ [ | ||

JCountry L L L I [ L | | L[ 1]

L1 Y Y Y I

S = QI e I

Nature of Company Business L L 1 | | |

No. of employees on your site: 1) 0-49 O 2) 50-249 O 3) 250-499 O 4) 500-999 5) 1000+ O

Terms and Conditions
FEE: This includes all technical sessions, lunch and documentation.

What Happens If | Have to Cancel?: Cancellation received in writing

before and on 15 January 2007 will be subject to a service charge of £99.

The full conference fees remain payable after 15 January 2007.
Substitutions are welcomed at any time. It may be necessary for reasons
beyond the control of the organiser to alter the content and timing of the
programme or the identity of the speakers. In the unfortunate event that
an event is cancelled Informa are not liable for any costs incurred by
delegates in connection with their attendance. This contract is subject to
English Law.

ARE YOU REGISTERED?: You will always receive an acknowledgement

of your booking. If you do not receive anything, please call us on
+44(0) 20 7017 7481 to make sure we have received your booking.

DATA PROTECTION:
Telephone calls to Informa Life Sciences Ltd may be recorded or monitored
in order to check the quality of the service being provided.

The personal information shown on this fax, or provided by you, will be
held on a database and may be shared with companies in Informa Life
Sciences. They may be used to keep you up-to-date with developments in
your industry. We believe that you are the correct person to receive details
of conferences connected with this subject. Sometimes your details may
be obtained from, or made available to external companies for marketing
purposes. If you do not wish your details to be used for this purpose,
please contact Tel: 444 (0) 20 7017 7077 Fax: +44 (0) 20 7915 5001

ANY SPECIAL REQUIREMENTS:
Please inform us if you have any special requirements by calling
Customer Services on +44(0) 20 7017 7481.

[ Please invoice

[ Credit Card. Please debit my: [ 3z [ (@ [ @D
card No: U] DIHIOIE) DIOOE) DIEJEIEd

EXPIFY DAte: ..o

Signature: .
Credit card billing address:

Please note that cards will be debited within 7 days of your registration on
to the conference

L Yes I agree to the terms and conditions as stated on this form.

Delegates who do not pay with their booking are requested to provide a copy of bank transfer
/ credit card / cheque details to help payment allocation. Staff at the event will request a credit
card guarantee for delegates without proof of payment.

Venue Details:
Renaissance Prague Hotel

V Celnici 7, PO Box 726 Prague,
111 21 Czech Republic

Phone: +420 221 822 100
Fax: +420 2 2182 2200

Reduced Rate Hotel Accommodation:

The cost of the accommodation is not included in the conference fee. Reduced rate
accommodation can be arranged for you as a free service to Informa delegates by
contacting IBR on Tel: +44 (0)1332 285590; email at informa@ibr.co.uk or web:
www.ibr.co.uk/informa

Conference Documentation: Cannot Attend?

For those busy executives who cannot take full advantage of this event, the papers
give you a useful record of the presentations made at the event. The set of speakers
papers and/or slides from the conference is available after the event for £399.
Contact Customer Services on tel: +44(0) 20 7017 7481, fax: +44 (0) 20 7017 7823
or e-mail: registrations@informa-Is.com




